
Pat, 

Pat Conley@comcast net 

09/03/2008 04 44 PM 

To pat brooks@gsa gov 

cc 

bee 

SubJect FW Comments for MAS Adv sory Panel 

Apparently there was a problem w~th the e-ma~l address ~n the FR announcement, 
so ~ am forwarding the comments d~rectly to you As noted below, I sent the 
hard copy to the FR address Please let me know ~f you have any problem 
receiv~ng or read~ng the attachment or hard copy and ~ Will resend 

Pat Conley 

-------------· Forwarded Message ---- · --· ····· · 
From · Pat Conley@comcast net 
To mas . adv~sorypanel@gsa gov 
SubJect· Comments for MAS Adv~sory Panel 
Date Wed, OJ Sep 2008 20 18 46 +0000 
> I apprec~ate the opportun~ty to submit the attached comments to the MAS 
Adv~sory 
> Panel The comments are attached A s~gned hard copy has been mailed on 
th~s 
> date 
> 
> If the panel has any questions, or ~f I can be of any assistance to them in 
> their del~berat1ons, please let me know 
> 
> Patr~ck Conley 
> 
> Pat.Conley®comcast net 
> 
> 703-368·2878 
> 
> 

---Message from Pat Conley@comcast net on Wed, 03 Sep 2008 20 18 46 +0000 -­
To: mas.advJsorypanel@gsa.gov. 

Subje~ Comments for MAS Adv1sory Panel 
• g 

to MAS panel doc 
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September 2, 2008 

Patnck Conley 

10012 Copeland Dr 

Manassas, VA 

GSA Mult1ple Award Schedule Adv1sory Panel 
General Serv1ces Admm1strat1on 
2011 Crystal Dnve 
Su1te 911 
Arlington, VA 22205 

Dear D1stmgu1shed Panel Members, 

Your charter's goal1s "assast GSA m assurmg that such pohc1es result m MAS pnces 
that are the lowest overall pnce" "Lowest overall pnce" bemg a statutory objeCtiVe 
of the MAS program From th1s goal, the panel has established propos1t1on that MAS 
pnces do not matter as one of 1tst five bas1c quest1ons, that are to form the basts of 
your report, 

Such a propos1t1on IS mconststent With the representation m FAR 8 402 that 
the pnces have been determmed fa1r and reasonable The FAR representation ts not 
made cond1t1onally, but a pledge GSA makes to the agenc1es to trust that GSA has 
done 1ts JOb 

Even With the compettt1ve market descnbed m FAR 8 4, the MAS pnce ts 
Important The 1mage of a Government customer calhng m for additional d1scounts 
IS an 1deal but dated 1mage of Government purchasmg Most orders are processed 
electromcally or through call centers, as 1t IS more eff1c1ent than entermg 
conversations w1th the vendor There 1s no opportunity to negot1ate pnces and 
Government buyers do not have time to b1cker over routme purchases Routme 
orders are sent out at the estabhshed pnces, whether the schedule pnce Itself or 
from a supplemental agreement, such as a BPA W1dely used, electromc ordermg 
systems lack the ab1hty to b1cker or to accumulate orders for order quantity 
discounts "Umt of one" pncmg IS Important because of large volume of orders 
placed at that level 

The Importance of schedule pncmg goes beyond the d1rect schedule buys, 
BPAs most GWACs and MACs are based on the schedule pncmg e1ther dtscounts off 
of schedules or pnces must be better than or equal to MAS schedule pr1cmg To keep 
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these contract arrangements vtable, a relattonshtp 1s established to current, fatr and 
reasonable GSA pnces 

ForT&M and f1xed pnced serv1ces, the schedule pnces should serve the same 
purpose as a DCAA recommended rate for a non-commerctal contract The fact IS 

that determmmg a fa1r and reasonable pnce for a labor hours IS dtff1cult and 
complex GSA prom1ses to undertake th1s functton m the schedule program At he 
order level, contractors have little mcent1ve to lower the1r labor rates from the 
schedule pnce when techmcal factors are the dommate award en ten a Even where 
the offeror d1scounts the GSA rate for the m1t1al order award, changes are often 
negotiated at the then current GSA rate If GSA cannot fmd a way to determme labor 
hour rates fatr and reasonable, then they do not belong on a schedule contract 

In your dehberat10ns, keep m mmd s1ze of the MAS program (the $37.7 
btlhon m 2007), when cons1dermg the adm1mstrat1ve burdens associated w1th the 
MFC and the Pnce ReductiOn pohc1es The Government pnces patd w11l be not 
1m proved as a result of GSA rehevmg the offerors' or contractors' burden of 
1dent1fymg or trackmg a MFC or destgnated customer However, there IS s1gmncant 
nsk that 1fthe mstances of meffect1ve compet1t1on at the order level represent even 
a moderate percentage of the schedule sales, the overall cost to the Government w11l 
be substantial 

Any commerc1al f1rm managmg a $37 billion dollar program would make a 
s1gmf1cant effort to understand how the1r program works, rather than relymg on 
speculations and presumptions As schedule manager, GSA should estabhsh on­
gomg programs to answer the questtons on the reasonableness of MAS pncmg, how 
agenc1es use the schedule program and the 1m pact of MAS pnces on the Government 
as a whole GSA should have a reasoned est1mate of the total dollar 1m pact of a 
pncmg pohcy change on the Government, pnor to makmg that dec1s1on The panel 
should recommend that GSA undertake the followmg efforts s1m1lar to the followmg 
to assure MAS pohcy dec1s1ons of have a factual rather than speculative bas1s 

• The panel should recommend that GSA perform research mto the 
commerc1al market buymg pract1ces as performed purchasmg departments 
of multi-diVISional corporatiOns 
• The panel should recommend systematic studtes, usmg m1mmally 
mvas10n surveys and the latest available mformat1on on behaviOral 
economics, be done to determme what role the schedule pnce plays m MAS 
acquiSitions 
• The panel should recommend that GSA establish a system for 
accumulatmg the sales pract1ces mformat1on 1t receiVes momtormg schedule 
pncmg to assure 1ts contmumg reasonableness 
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As the pnce analyst for FSS, from 1979 to 2005, I know the problems With 
pncmg products and services on the schedule program I drafted many of the 
Procurement lnformat10n Bulletms (PIBs) and acqutsttton letters that tned to clanfy 
pncmg for the MAS for GSA negotiators I participated m many negot1at10ns and 
mdustry discussions, on the subject m general and how 1t applied to mdividual 
schedules The goals was a reasonable approach to estabhshmg schedule pncmg 
that met the FAR requirements and DSAM cntena to be fair to both Government 
and contractor With the mformation available, a CO could not apply the full 
leverage appropnate to the schedule generated revenue, makmg these negotiations 
Jess effective 

I know the current pncmg model Is less than Ideal, however, I do not know of 
any cntena beyond MFC that could be used to determme pnce reasonable m 
markets as diverse as the MAS program Only traded commodities, ttems off of 
e·BAY or state term contracts have pubhcally available transactional pncmg 
mformat1on GSA's reasonable price determmat1on has to be based on mformat1on 
provided by the offeror Based on my expenence, I recommend the followmg 

• MFC should remam the best customer, commercial or 
Government, with consideration of differences as currently allowed 
• Request for commercial sales pract1ces mformat1on 

o Should allow for customized for each schedule to match the 
selling and contractmg practices m that schedule mdustry, 

o Should prov1de mformat1on of Government and commercial 
sales, and 

o Should be m a form whereby mformat1on can be accumulated 
m a way that GSA can establish the market pncmg m the 
mdustry With only the goal of obtammg mformation n the 
GSAR 

• All mod1ficat1ons addmg 1tems and Economic Pnce Adjustment 
pnce mcreases should prov1de for CSP data to support, Without 
perm1ttmg the "no change from previous" loophole 
• Labor hour rates, both professional and SCA, should have a 
mechamsm to be vaned or adjusted for geographtcal area differences 
• Each contractor should defme Its own labor categones, 
mcludmg general quahftcat1ons, specific quahticatlons and the work 
that they perform GSA should require sprec1f1c, mimmum 
mformatton that must be mcluded m each defimt1on Th1s will perm1t 
comparability between offerors 
• Contractors Without stgmticant commercial sales cannot be 
given a pass on all pnce reductions 

o Government umque Dealers of products whose negotiations 
were based on manufacturer or wholesaler supplied 
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mformat1on must estabhsh a requirement m the1r agreements 
with the manufacturer or d1stnbutor that flows down the pnce 
reduction clause consistent With the negotiations 

o The current, no flow down, pohcy encourages manufacturers 
and d1stnbuters to use Government only dealers as a loophole 
Closmg the loophole Will mcrease d1rect part1C1pat1on under 

· the schedule 
o Serv1ce contractors w1th only Government customers should 

des1gnate the Government agency whose pnces formed the 
bas1s of the negotiatiOns as the basis of the Pnce Reduction 
clause 

I thank you for cons1denng my comments If you have any questions for me, 
please send them to me at the above address or through e-ma1l 

For background purposes, I retired from the GSA m September 2007 as a 
pnce analyst, pnor to worktng for GSA, I was a pnce analyst for DFSC (now DESC) 
and DCAS (now DCMA) I am not a GSA contractor I teach general contractmg 
classes, and asstst m the preparation of tramtng matenals as a subcontractor to 
schedule contractors 

Thank you agam for your ttme I wish you success m your deliberations 

Smcerely, 

Patnck B Conley 


